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About DealerOn
DrivingSales Top Rated Website Provider, 2011 - 2018

Only provider to have won the last 7 Years In A Row!

2X Digital Dealer Website Excellence Award Winner 

DrivingSales Top Rated SEO Provider, 2017

3X AWA Winner 

Premier Google Partner

More Dataium Monthly ASI Winners than all others combined

DealerOn’s website customers have an average documented 
lead increase of 250%
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Say Hello To…

Peter Quinones
Internet & E-Commerce Director
Warren Henry Automotive Group

954-919-3550
peterquinones2@gmail.com



 If you have questions during the presentation, 
please submit them using the “Questions” feature 

 Questions will be answered at the end of the webinar

 A link to the recorded webinar will be emailed to you 
within 24 hours and will also be posted on 
DealerOn.com/webinar as an On-Demand Webinar



After the presentation, be the 
first to answer the giveaway 
question correctly to win 5-days 
/ 4-nights at a Luxury Vidanta 
Resort in Mexico
Valued at $1,720.00!!



After the webinar, please fill out our short survey 
and let us know what YOU thought of today’s presentation!
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Tweet Much?

@Dealeron

@ElianaRaggio

@Tweeter_Peter

#dealeronwebby
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OBJECTIVES

• What you need to know about Texting

• How to take Texting to the next level

• Why we need to get away from Managed 

Services and Texting

• Differences between Conversational SMS 

and SMS Marketing

• Giveaway

• Question & Answer Session





@DealerOn
@ElianaRaggio

• It takes the average person 90 minutes to 

respond to email, but only 90 seconds to 

respond to a text message.

• Response rates from text are 209% 

higher than those from phone calls.

• The activities people with text capabilities 

would most prefer to do via text are: 

check order status (38%) schedule or 

change appointments (32%) and make or 

confirm reservations (31%)

• A 2012 study found that text was the 

highest rated contact method for customer 

satisfaction out of all other customer 

communication channels. Text earned 90 

out of 100 points, while phone earned 77 

out of 100 and Facebook earned 66.

• Over one-third of business professionals say they can’t go 10 
minutes without responding to a text.

• Sales prospects who are sent text messages convert at a rate 
40% higher than those who are not sent any text messages.

• Over 80% of people use text messaging for business, and 15% 
said that more than half their messages are for business 
purposes.

• 44% of consumers with texting capabilities would prefer to 
press a button to initiate a text conversation immediately, 
rather than waiting on hold to speak with an agent.

• Texts have a 45% average response rate.

• 91% of people who text prefer it over voicemail

• 89% of consumers want to use messaging to communicate 
with businesses
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• Think about this 
opportunity: People 
texting your dealership 
with questions and you 
being able to respond in a 
timely and effective 
manner that is more 
satisfying than having to 
wait on the phone or not 
getting the answer at all 
and waiting for a call back

• Agents can handle 1 person 
on the phone at a time but 
up to 10 messaging 
conversations at a time!
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• This is the most important 
slide in this presentation!

• Text-enabling landlines is 
the fastest way to increase 
sales and conversions. 
PERIOD.

• People are at work paying 
for the cars we are trying to 
sell them. 

• They do not know the 
number you are calling from.

• “Who is this?”
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Conversational Messaging Examples
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Conversational Marketing & Engagement Data

• This data comes from DriveCentric

• Totaling 77% engagement across +40K leads, 58% of 
10 Toyota stores engagement came directly from 
SMS

• They also maintained:

• 3:1    Text to Email
• 7:1    Text to Phone
• 63%  > 1 Text
• 55%  More conversion than Phone/Email

• We have officially entered into Conversational 
Marketing
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• Conversion elements need to be installed at all 
customer touch points

• Consider integration into your phone system

• 62% of people would rather text a business instead 
of leaving a voicemail

• Event Marketing with SMS drives 3X conversion 
rates for RSVPs and special offers

• Don’t wait for people to call you back. Customers 
are texting you everyday, you just don’t know it!
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• Do you think it makes 
sense to give someone 
who purchased a $50K car 
from you 10$ off an oil 
change?

• Its time to build value with 
our offerings in 
automotive.

• We all know there is a 
paradigm shift towards 
experiential marketing 
especially with the 
Millennial mindset 
entering the market!

• Messaging is the conduit 
to increased conversions 
across all your digital 
advertising.





@DealerOn
@ElianaRaggio

• The most controversial slide in this 
deck

• The first step to understanding TCPA is 
clearing up Conversational/Information 
messaging different from 
Marketing/Advertising messaging 

• P2P (person to person) is the best shield 
for this. P2P- generally describes the 

low-volume exchange of wireless 

messages between end users. (FCC). 

• For purposes of these Principles and 

Best Practices, the concept of 

consistent with typical human operation 

defines P2P traffic to distinguish P2P 
from A2P traffic
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• This slide is for the vendors and people 
ruining messaging for automotive with their 
poor understanding of precedent and 
networks.

• And yes, you just read the above correctly.

• The problem is that no one is explaining all 
the different types of messaging.

• Furthermore, the law firms are missing this 
understanding as well. Well, at least the ones 
in the Automotive Arena.

• Here, you can see how you DO NOT need an 
opt-in for conversational messaging. This is 
grabbed from the CTIA/FFC white paper. You 
can download it at the end of this!
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• This is why you ARE NOT texting at your 
dealership today

• Nearly all of these CRMs, Chat providers, 
“text” providers, are using A2P systems to 
administer messaging.

• They indemnify themselves but put the 
dealers at risk because the numbers they are 
opted-in to ARE NOT DEALER numbers

• If you want to do Marketing/promotional 
messaging you NEED an opt-in. Advertising is 
considered sending the same message to 
more than one person from the same 
number.
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• This is one way to manage a safe 

and effective TCPA safe 

environment for Messaging

• This environment is predicated on 

a P2P system!!

• This is the problem with using 

managed services like chat 

providers and “fake texting” 

providers.

• Just think about it, can you text 

back to a client from any of your 

chats/Texts from a chat provider?

• They opt-in EVERYONE because 

they are A2P and don’t 

understand P2P messaging
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SUGGESTED RESOURCES

* CTIA Messaging Principles and Best 
Practices PDF

* Listrak How to get started with SMS 
handbook

* Text Power- A guide to Messaging

https://www.theconnectionsgroup.com/new-page.html
https://www.theconnectionsgroup.com/new-page.html
https://www.theconnectionsgroup.com/new-page.html
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ACTION ITEMS
• Walk up to every salesman in the showroom and ask “Have you 

texted any of your customers in the last 24 hours?”

• When you realize that you are already texting at your dealership, 
immediately begin research into putting into policy a “messaging” 
clause into your employee handbook

• Find out where the texting conversations are organically taking 
place and implement a conversation platform to support the 
business needs of today

• AS AN AGENT OF YOUR BUSINESS, YOU ARE JUST 
AS LIABLE IF THEY TEXT FROM THEIR PERSONAL 
PHONE OR YOUR PLATFORM!
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Be the first to answer the giveaway question correctly 
to win this awesome prize!





@DealerOn
@ElianaRaggio

Today’s Expert

Peter Quinones
Internet & E-Commerce Director
Warren Henry Automotive Group

954-919-3550
peterquinones2@gmail.com

tcgi.co/texting

http://tcgi.co/texting


After the webinar, please fill out our short survey 
and let us know what YOU thought of today’s presentation!




